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ABSTR/^CT
As an explanation of anticipatory opinion change, an
alternative h5rpoth.esis to the self esteem hypothesis vahich
emphasised protection from persuasibility was suggested.
The alternative hypothesis postulates that the quality of
a person's world view is important in maintaining his self
esteem and that the desirability or undesirabiiity of a
coimnunication can affect the quality of that v^orld view.
The present h3rpothesis would predict an interaction between
desirability and anticipation of reception of a communic-
ation such that more opinion change would occur v^hen desir-
able messages are not anticipated and when undesirable mes-
sages are anticipated. The original self esteem hypothesis,
in contrast, would not predict any differential effects of
desirability* In a 4x2x2x3 design, the context of the study,
the desirability of the message and anticipation of recep-
tion of the message were varied and three levels of chronic
self esteem were observed. Subjects were given two commu-
nication descriptions and led to expect to hear one taped
communication but not the other. Measures of communicator
credibility, interest in the topic, and of counterarguing
and related measures were taken following the coiumunication
descriptions. No tape was actually played. Although the
manipulations of the context and anticipation variables
were probably not very effective, the finding of an inter-
action between desirability and anticipation of borderline
significance threw some doubt on the original self esteem
hypothesis Vv7hich ernphasijies protection from feelings of
persuasibility as a complete explanation of the phenomenon
of anticipatory opinion change. It is suggested, on the
basis of findings vjith the dependent variable, number of
positive statements, that possibly both factors, quality of
world view and protection from feelings of persuasibility
play a role in anticipatory opinion change. No consistent
or interpretable effects v^ere found with chronic levels of
self esteem, and possible reasons are discussed.
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Forewarning is a process found in opinion change re-
search which often results in opinion change before a persua-
sive message is received by the subject <. Two types of fore-
warning are identifiable in the literature. The situation
in which the subject has been informed that either the
experiment deals with opinion change or that the niessage used
was written in an attempt to persuade is called '^persuasion
context/' In the second t3rpe of forev^arning situation, the
subject is told only of the topic and position of the forth-
coming message. This situation has been labeled *\*7arning".
(Papageorgis
,
1958)
The 3.mportance of forewarning is not just in the phenom-
enon of pre-communication attitude change itself. It is
important, rather, as an indicator of several things such as
the cognitive processes a person goes through when anticip-
ating a counter-attitudinai communication* Opinion change
before confrontation with a differing opinion may be a cop-
ing mechanism used by people in day- to day communication
and interaction with other people. Possibly it is used to
differing degrees by people of varying levels of self esteem.
This kind of opinion change may serve as a sort of lubricant
in interpersonal interactions since if two people have each
moderated their opj-nions somewhat in anticipation of dis-
2agreement with the other person, they are more likely to get
along happil}^ when they discuss the issue. Also, pre-
communication attitude change indicates that persuasive mes-
sages themselves may not have the impact it was thought they
had because change may occur prior to the receipt of the
messages.
The effects of forewarning have been investigated in con-
nection with attitude change following receipt of a message,
as opposed to attitude change before the message and follow-
ing the forewarning. However, in many cases it is impossible
to tell whether the opinion change occurred during the mes-
sage or before it was received (Allyn and Festinger, 1961;
Freedman and Sears, 1965; Apsler and Sears, 1968; and Dean,
Austin, and Watts, 1971). These studies have pointed to a
number of interesting complexities in the effect of forewarn-
ing on message acceptance.
If a subject anticipates receipt of a message and is
told of its topic and position, opinion change assessed after
the message could have occurred prior to receipt of the mes-
sage rather than during or after it, as often assumed. McGuire
and Millman (1965) developed theory regarding this effect,
which v;as first noticed by McGuire and Papageorgis (1962),
and suggested an hypothesis that may explain this pre-message
3change. Their self esteem hypothesis holds that people are
wary of being considered "gullible" and persuasible. In
order to protect their self-esteem from damage due to being
persuaded in an obvious persuasion attempt, people will shift
their opinion slightly in the direction of the position the
message will advocate.
McGuire and Millman (1965) in a 2x2x2x2 factorial
design varied warning vs. no warning, attack vs. no attack,
emotional vs. technical issues, and high vs. low credibility
sources. They found a main effect of warning such that warn-
ing subjects of the topic and source of an impending persua-
sive attack resulted in belief change in the direction of the
persuasive message. It V7as predicted and found that pre-
attack opinion change would be greater with emotional issues
than v?ith technical issues, but that the effect of the actual
attack would be greater V7ith technical issues. The prediction
regarding emotional vs. technical issues was based on the
hypothesis that any change on a technical issue could be
attributed to "a commendable openness to evidence" while
change on an emotional issue would be a sign of gullibility.
Thus to protect oneself from gullibility there would be more
anticipatory change for emotional issues, but the message
itself would have more effect on technical issues. Predic-
tions regarding the source inanipulation centered around the
idea that if it is anticipated that the source will be highly
persuasive, then there will be more anticipatory opinion
change o Predictions regarding the source manipulation vjere
not entirely born out, possibly due to a confounding of two
aspects of source credibility, perceived persuasive effect-
iveness and perceived respectability. As expected, the high
credibility source was xriore effective vjhen an actual attack
was received but, contrarjr to expectation, not when the at-
tack was not received (that is, the high credibility source
was not more effective in producing anticipatory opinion
change)
.
Papageorgis (1967) pursued some of the questions raised
by the McGuire and Millraan study, those of the confounded
source credibility variable, and of consistency theory as an
alternat5-ve explanation of forewarning phenomena. Follow-
ing McGuire and Millman's self esteem hypothesis, Papageorgis
predicted there would be more pre-communication opinion change
follov7ing warning of a source of both high effectiveness and
low reputability . Persuasion by a source of high effective-
ness v?ould be more likely and so should be protected agninst,
while persuasion by a source of lov7 reputability would be
more threatening to self esteem. It was found that the
source effects were negligible.
Papageorgis also suggested that self esteem theory and
balance theory make alternative predictions under certain
circumstances. These circumstances are when subjects who are
informed of the position of a persuasive message anticipate
receiving the persuasive message advocating the position, as
opposed to when not anticipating receipt of it. Self esteem
theory would predict a pre-message opinion change only when
reception of a persuasive message is anticipated. It is only
with anticipation that there is the possibility of persuas-
ion, against which the pe-rson is motivated to defend him-
self, VJith no anticipation the person does not have to
protect himself from persviasion and feelings of gullibility.
However, cognitive balance theories would predict a shift
whether a message is anticipated or not* Knowledge of the
opposing view vrauld create an imbalance for the individual
and so balance theory would predict change even without
anticipation. Papageorgis found that forewarning causes
precommunication opinion change even when reception of the
message is not expected.
Cooper and Jones (1970) did two experiments, the first
to replicate Papageorgis* (1967) experiment and to check the
balance theory hypothesis that "mere knov/ledge" of an
6opposing view causes opinion change. In questioning Papa-
georgis' manipulation of anticipation Cooper and Jones sug-
gested that the subjects may have been confused by it. This
confusion could have occurred because Papageorgis' subjects
received five descriptions of speeches. They anticipated
hearing four out of five of the speeches. Then an opinion
measure was taken of these five issues plus one other unmen-
ticned issue which acted as a control. It is possible that
the subjects were unable to remember v/hich speeches they were
to hear and which not to hear. Cooper and Jones replicated
this design and in addition included a control condition
that would provide a better test of the 'Wre knowledge"
hypothesis • In this condition subjects received a booklet
describing five speeches but they were told they would hear
none of them. Subjects' opinions on these five issues plus
one unmentioned issue were then measured'. The results of
Papageorgis' study were in large part replicated. However,
the additional control condition evaluating the "mere
knowledge" hypothesis proved not to lend support to the hy-
pothesis: V7hen subjects did not anticipate hearing any
speeches there v^as no opinion change. This finding tends to
support self esteem theory over balance theory.
The second experiment Cooper and Jones did is particu-
7larly relevant to the present study. Papageorgis (1968) had
pointed out in his description of the two t5rpes of forewarn-
ing > that in varying the manner of describing the study to
the subjects, the degree to which self esteem considerations
are aroused is also varied 1 Self esteem considerations should
be vary salient in an explicit persuasion context (for exam-
ple, when subjects are told that the study is about opinion
change), but less so in a disguised context (for example,
when subjects are told that the study deals with recognition
and recall) . The increased self esteem considerations should
result in more pre-communication opinion change in the explic-
it persuasion context • The Cooper and Jones study varied
whether the study V7as described to the subjects as opinion
change or as recognition and recall, whether or not recep-
tion of the message was anticipated, and whether or not the
communicators v/ere described. The results showed, as pred-
icted from self esteem theory, that anticipatory opinion
change occurred only with anticipation of reception in the
opinion change condition. This finding supports the self
esteem theory that there will be no opinion change when the
message is not anticipated. The study also supports the
self esteem theory in that no precornmunication opinion
change was fomid in the conditions in which self esteem
considerations were not salient, that is in the recognition
and recall, or disguised context, condition. In addition,
the comiTiunicator manipulation again made no difference.
One variable of potential intei-est, that of type of
issue, has been investigated in several studies (McGuire and
Millman, 1965; Dinner, Lewkowicz, and Cooper, in press) and
also in the present study. IIcGuire and Milltnan varied emo-
tional vs. technical issues predicting on the basis of self
esteem theory that more pre-communication opinion change would
occur with emotional issues. Dinner, Lev/kox^^icz, and Cooper
varied familiarity of issue and also manipulated level of
self esteem. They predicted more pre-ccrrtmunication opinion
change by high self esteem subjects with familiar issues
than unfamiliar issues. The reasoning behind this predic-
tion was that "an individual may feel more gullible if he is
persuaded on an issue on which he is well versed rather than
on an issue on which he has fev7 facts" (Dinner, Lev7kowicz,
and Cooper, in press, p. 3), and furthermore that a person
of high self esteem vjould have more esteem to protect and
know how to protect it better.
The aspect of issue type that the present study invest-
igates is desirability of message. Desirable messages make
predictions of desirable or positive outcomes. Undesirable
9messages make predictions of undesirable or negative out-
comes. It might be noted that the particular manipulation
of emotional vs. technical that McGuire and Millman used may
have confounded desirability with emotional vs. technical
issues. The emotional issues they used included "the high
likelihood of further Communist takeovers in Latin America;
the difficulties of developing a cure for cancer; the prob-
ability of a serious economic depression in the United States;
and the growing likelihood of a third world war." (p«473)
These are all strongly negative or undesirable outcomes.
The technical issues were as follows: "the growing shortage
of laboratory animals for experimental research; the failure
of earth sciences in finding oil deposits; the continuing
need for propeller planes in comjnercial aviation; and the
likely abolitio'a of the sales tax." (p-473) These topics
are either much less negative than the emotional issues or
actually positive. The issues used by Papageorgis (1967)
and by Cooper and Jones (1970) were negative in tone, also.
The origin.^1 McGuire and Millman self esteem theory of
protecting ones self against gullibility would predict no
difference on the basis of desirability. However, a differ-
ent view of self esteem theory might lead to different
predictions for some variables based on the hypothesis that
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people are motivated to enhance their self esteem. In a
situation in which receipt of a persuasive message is not
anticipated, the subject has the opportunity to "wishful
think," In other wordSj since he does not have to deal with
arguments and facts confirming or disconfirming the position
of the communication J he can accept a positive position o A
negative position would not be accepted because acceptance
would serve only to lov;er the subject ^s view of the v7orld.
l\fhen receipt of a persuasive message is anticipated, on the
other hand, the subject no longer has the opportunity to
wishful think. The subject realizes he x-zill have to deal with
the content of the message (i.e., the persuasive arguments
contained in it) and not just with its stated position. In
other words, the person is motivated to enhance his self-
esteem in relationship to the arguments contained in the
anticipated message. When the position is negative the sub-
ject will be motivated to change his opinion in the direction
of the message before receiving it. In this way he will not
risk the possibility of being convinced by the message and
consequently having to lov;er his viex^; of the v7orld. In addi-
tion, if the message fails to provide sufficient evidence
in support of the position, the subject may be able to raise
his view after receiving the message. l^Jhen the position is
positive and the message is anticipated, tv;o factors would
work against changing ones attitude before receipt of the
message. First, persuasion by the arguments in the message
would not be aversive, as it is with the negative position;
in fact, such change would benefit the subject because he
would then have a more positive outlook on the world. Second,
anticipatory change toward the position of the message would
entail the risk of returning to ones previously held less
desirable view if the evidence in the message turned out to
be inadequate.
A variable used in the present study, the manner of
describing the study to the subjects, is related to the
reasoning used with the above predictions. Studies that are
described as concerning opinion change may make salient to
the subject the fact that he x^ill be dealing with inform-
ation and arguments and not just a desirable or undesirable
position. To a lesser extent studies described as concern-
ing analytic thinking ability may make the anticipated con-
tent of the message salient. If the study is described as
dealing with reco[jnition and recall the subject may pay less
attention to the fact that arguments will be presented than
to the topic of the message. This de-craphasis of the content
may occur in studies described as speech evaluation, though
12
to a lesser extent. These considerations suggest that the
opinion change condition would exaggerate the effect of hav-
ing to deal with information. On the other hand, in the
recognition and recall condition , the effects of the salien-
cy of the message content would be ininiinized. The result of
this lesser salience would be a lack of pre- communication
opinion change with negative messages that are anticipated
since the subject does not anticipate dealing with infor-
mation, does not have to protect his self esteem from possible
persuasion by the information, and so can deal directly with
the topic • In the same way, when the message content of a
positive message is not salient the person is free to v?ish"
ful think, and perhaps to show some pre-communication opin-
ion change in the recognition and recall condition.
This viev7 of self esteem in terms of dealing with infor-
mation and protection of the self esteem from a lowered view
of the world leads directly to predictions regarding the
variable of chronic level of self esteem which has been
investigated in the present study and in others (Deaux, 1972;
Dinner, Lewkox'/icz, and Cooper, in press). People of high
chronic self esteem are better able to enhance their self
esteem than are people of low self esteem. (Cohen, 1959)
Because of this ability, predictions regarding desirability
13
of topic, anticipation and description of study should hold
more strongly for people high in self esteem. For people
low in self esteem there may be no pre- communication opinion
change in any of the conditions since these people have not
developed the self esteem preserving mechanisms presumed
when pre- communication opinion change occurs.
Deaux (1972) introduced the variables of chronic and
manipulated levels of self esteem. The investigation of
these variables would seem to be an important addition since
they would seem to get m.ore directly at the process of antic-
ipatory attitude change. A measure of chronic self esteem
and anticipatory change may reflect habitual coping methods
for people at different levels of self esteem. In the first
two studies, three levels of manipulated self esteem and two
levels of communicator prestige were used in a forewarning
situation investigating anticipatory change. Neither main
effect was significant, although the interaction was.
Deaux 's second study approached a post hoc explanation she
had suggested of the results from her first study: that more
opinion change occurs when a subject receives information
about himself v^hich contradicts his ox-m opinion of himself
due to the uncertainty that is caused (thus possibly making
self esteem considerations more salient) . The second exp-
14
eriment involved three levels of measured self esteem two
levels of manipulated self esteem, and tv;o levels of speaker
prestige. From these rather inconclusive findings Deaux
suggests an alternative viev^oint of self esteem theory,
"The subject is not specifically assessing the probability
of being persuaded and thus modifying his position accord-
ingly, but that he is solely concerned with presentation of
his initial position in the face of opposition. By this
line of reasoning, the individual would be attempting pri-
marily to maintain a position of flexibility, from which he
could move either towards or away from the coirmiunicator ' s
position/'
The present study varies the study description told to
subjects, anticipation of reception of the message, desir-
ability of the topic of the message, and chronic level of
self esteem. An interaction is predicted between desirable
vs. undesirable position and anticipation such that there is
more anticip^itory change V7hen communications aidvocating un-
desirable positions are anticipated and those advocating
desirable positions are not anticipated « This prediction
is based on "v7ishful thinking" and dealing v/ith information
modifications of the self esteem hypothesis. Furthermore,
these variables should interact with study description so
that there is anticipatory opinion change with anticipation
of negative issues in an opinion change context but not in
a recognition and recall context. In addition, these effects
should be stronger for people of high self esteem than for
people of low self esteem
•
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METHOD
Oyeryiew
The experiment involved one within subjects variable,
anticipation vs. no anticipation of a message; and three
between subjects variables, desirability of predictions,
level of self esteem and the manner of describing the study
to subjects. There were four different descriptions within
this variable: ''Opinion Change Project,*' "Project on
Analytic Thinking Ability," "Precognition and Recall Project,"
and "Project on Speech Evaluation." Tv70 order variables
which result from the within subjects manipulation of antic-
ipation of reception of the message were involved, order of
anticipation, and topic order, which are not involved in
the predictions. Chronic level of self esteem, a non-
manipulated variable, was measured. The range of self esteem
scores was divided into thirds to give high, medium, and
low levels.
Subjects were led to expect to hear one tape-recorded
speech. They were given source descriptions and informed
of the topic and position of two speeches, but were told
the tape on one speech was damaged and v7ould not be heard.
After reading the information about the speeches, subjects
filled out a "prequestionnaire" with measures of opinions
about the tv70 topics, of source derogation, of counter-
arguing, and of insight. No tape was played.
Subjects
The subjects were 298 college students, 131 males and
167 females. Of these, 228 were in experimental groups,
while 70 were in the control group. Subjects were recruited
from Psychology classes and received extra credit for experi-
mental participation. Four subjects were eliminated in
order to obtain equal n in the cells.
Procedure
Subjects were run in groups ranging in size from 3 to
22. A taperecorder was set up v/ith blank tape to give the
impression that a tape recording would be heard. The self
esteem measure was given first. In an attempt to separate
it from the rest of the experiment, the experimenter said
that "the study I had you come here for won't take the vjhole
time so before we get into that study I want to take advan-
tage of the extra time." The self esteem scale was then
administered.
Next the purpose of the experiment was introduced accord
ing to the appropriate study description, in one of the
follov7irig ways:
1. "In this experiment we are interested in measuring
opinion change that results from listening to actual record-
ed speeches . '*
2. ''In this experiment we are interested in invest-
igating analytic thinking ability after listening to a re-
corded speech,
3. "In this experiment we are interested in finding
out hov; wall people can recall and recognise certain aspects
of a coitrmunication.
"
4o "In this experiment we are interested in having
people evaluate speeches on certain aspects such as style .
and clarity of presentation."
It V7as then explained that although "v;e had wanted you
to hear two speeches, the tape for one of them V7as damaged
in shipping and so we won't be able to use it yeto" Subjects
were told that it V7as clearly indicated in the speech des-
criptions which one had been damaged, but that they should
answer the questions dealing with that tape anyis/ay since
their answers would be useful when averaged with the ansv/ers
of people v7ho do get the tape. Booklets wex'e then distrib-
uted. Because the experimental variables were manipulated
within a session, there were several different booklets
used in the experimental room at one time* The booklets
19
consisted of a cover page on vjhich was printed the appro-
priate study description (i.e. ''Opinion Change Project,"
"Project on Analytic Thinking Ability," "Recognition and
Recall Project," or "Project on Speech Evaluation"). Follow-
ing that there were the two source and tape descriptions,
then came the questionnaire containing measure of opinions,
source derogation, etc. The questions pertaining to both
speeches v^ere mixed together rather than separated. After
subjects answered the questionnaire, it was explained to
them that they would not hear the speech.
Control Group
The control group received the self esteem scale and
one page of opinion questions. A subject received true-
false and desirable-undesirable questions either on two pos-
itive or on two negative positions. The order of the po-
sitions was counterbalanced. The same 15 point, bipolar
scale was used here to determine opinions as V7as used with
the experimental subjects. The control group was told no
cover story, nor V7as a tape recorder present.
All subjects were debriefed orally and also received
written feedback.
Sel f Esteem Socle
Eagly's (1967) modification of the Janis and Field
(1959) Feelings of Inadequacy Scale was used. It consisted
of 20 multiple choice items counterbalanced for acquiescence
response set. The corrected split half reliability of the
scale was •92. Twenty filler items were taken from the
Cro^-me c.nd Marlovje (1964) Social Desirability Scale. The
split half reliability of this scale was .71. There were a
total of 40 items.
Top ic and Speech Descriptions
The topics and positions used in the speech descrip-
tions \'7ere chosen on the basis of a pretest which measured
subjects' opinions on several positions on each of a number
of issues. On fifteen-point bipolar scales subjects first
judged questions about the truth or falsity of all of the
positions. Topics were chosen for inclusion in the experi-
ment on the basis of several factors: positions had to be
judged as false, the extremity of the falsity judgements of
two positions for each of tV7o issues had to be about equal,
one position on a topic had to be desirable and one undesir-
able, and the extremity of the desirability judgements had to
be £;bout equal. The following positions V7ere chosen to rep-
resent desirable positions:
1. "A cure for cancer will be found within the next
tV70 years."
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2. "A period of unprecedented economic prosperity for
the U.S. economy will begin in the immediate future."
The following positions were chosen to represent undes-
irable positions:
1. "A cure for cancer will not be found for at least
25 years."
2. "A serious economic depression will affect the
U.S. economy in the immediate future."
Subjects received two position and speaker descriptions
and both positions vjere either positive or negative in out-
come. The follov^ing descriptions were used:
1. "A cure for cancer: less than 2 years away, (or-
A cure for cancer: at least 25 years away.) This is a record-
ing made by Dr. John C. Cleveland of the National Institute
of Health, Bethesda, Maryland. Dr. Cleveland is a distin-
guished cancer researcher vjho is at the forefront of cancer
research in the United States. His talk is a recording
of the prepared portion of his acclaimed report on progress
in finding a cure for cancer vjhich was given in front of the
House of Representatives Special Committee on Cancer Research.
The talk tskes the stand that a cure for cancer x/ill not be
found for at least 25 years. (or-... that a cure for cancer
will be found within the next 2 years.
2. "Coming Economic Prosperity (or - The Coming Econ-
omic Depression.) This is a recording made by Dr. John M.
Bauman. Dr. Bauman is a v^ell known authority on economics,
and a member of the President's Council of Economic Advisers,
and a former Professor of Economics at Princeton U'aiversity.
This particular talk is a recording of Dr. Bauman 's presen-
tation over the National Educational Television Network in
January of this year. At that time, the talk v;as acclaimed
as an extremely insightful and interesting analysis of cur-
22
rent economic trends. The talk takes the position that a
period of unprecedented economic prosperity for the U.S.
economy will begin in the immediate future. (or-... that a
serious economic depression will affect the U.S. economy in
the near future.)'^
The statement: ''Unfortunately this recording has been dam-
aged in shipment and cannot be used" was added to one of the
descriptions, either to the first one or to the second one,
to create the condition of no anticipation of reception.
Measuring Instruments
Opinion and desirability judgements. The question-
naire vjas stapled together with the speech descriptions.
The first page of the questionnaire contained questions to
be answered on 15 point bipolar scales. The questions con-
cerned truth or falsity of the first speech topic, the
desirability or undesirability of the outcome of the first
position, followed by the same questions for the second
speech. These questions were exactly the same as the items
the pretest group responded to.
Reactions to source and message . The second page had
three measures of source derogation. The following charac-
teristics v;ere rated on fifteen-point bipolar scales: very
reliable - very unreliable, very well informed-very poorly
informed, very biased-very unbiased. Analyses of ratings of
"biased" vjill not be presented in the Results section because
of its low correlation with the other two measures. Im-
portance of the topic to the subject was also measured on a
fifteen-point bipolar scale.
Counterarguing and rela ted responses > Measures of
counterarguing and related responses v7ere based on the tech-
niques of Osterhouse and Brock (1967), The wording used by
Osterhouse and Brock \^as changed so that a wider range of
responses could be elicited. The appropriate position was
printed at the top of the page, followed by the following
instructions
:
T-Jhat are your fir st reactions to the topic of this talk?
Though you should try to use complete sentences, state your
thoughts and ideas as concisely as possible. Ignore spel-
ling, gramiTiarj and punctuation! You will have three minutes
to write your ideas. Please stop writing immediately and go
on to the next page when told to do so.
The categories for content analysis used vjere: positive
consequences of the outcome, negative consequences of the
outcome, and counterarguments (which included only reasons
why the prediction could not be true) * Tvjo raters scored
the counterarguments, and the percentage agreement between
them on scoring the statements was 79.2%.
The final page had the question "VJhy do you think vre
are having you listen to these tapes?" in order to find
out what insight subjects had into the purpose of the
24
eKperitnent. The responses were scored in four categories,
one for each cover story. The percentage agreement between
the txro scorers was 84^57o.
25
RESULTS
Manipulation Checks
The manipulation of desirability was checked in the
control groupe On 15-point seniles where l^desirable and 15^
undesirable, the follox<i'ing mean ratings were obtained:
cancer desirable, 2^36; cancer undesirable, 12.32; economy
desirable
,
3.97; economy undesirable , 12.58. The difference
betv;een the cancer desirable and cancer undesirable positions
V7as significant (t=:-9.95, dfr68, p<^.001) as was the differ-
ence between the economy desirable and economy undesirable
positions (t*^-11.84, df=68, p<^.001). The measures of the
numbers of positive and negative statements the experiment-
al subjects wrote in response to the question about their
first reactions to the topics yielded an additional manip-
ulation check. Thus, more positive statements were made
when the position was desirable rather than undesirable
(F=97»35, dfr:l/192, p</001), and more negative statements
were made when the position V7as undesirable rather than
desirable (F=:29.08, df =1/192, p<;.001).
Subjects* acceptance of the manipulation of the context
or purpose of the experiment V7as determined by a content
analysis of responses to the question: "l^hy do you think we
26
are having you listen to these tapes? Responses were cat-
egorized into the four groups that represented the four
levels of the context variable: opinion change, analytic
thinking ability, recognition and recall, and speech eval-
uation. Each subject's response could be categorised into
one or more of the groups. The results of the content analy-
sis are presented in Table 1. Also indicated on the table is
the number of people, v;ho for each context condition, did
not respond with any of the scorable categories. Although
no statistical tests were done on these data, observation in-
dicates that, regardless of the purpose stated to subjects,
the idea that the study V7as about opinion change V7as popular.
Kov;ever, when opinion change x^as given as the purpose of the
study, more people said they thought the purpose was opin-
ion change than v^hen othor purposes V7ere given. In addition,
fewer people had no scorable response in the opinion change ,
context condition than in the other conditions. In the other
three context conditions - analytic thinking ability, recog-
nition and recall, and speech evaluation - the context
actually given to subjects vzas also the most or second most
popular context category. This finding indicates that the
manipulation probably did have some effect on subjects'
interpretation of the study. The number of unscorable
u o
O O <D
4J :3 a
pi. t/^
a
O O CQ
<J >
CO :^
•H ^ 4J
«5 a cpoo
< O
cu to
' f* .a
C3 UO
o p::;
a a o
o <u
^ (U
o o
CO CO
0
O
•H
U
u ;3
CO 0)
Gi Gi a
•H >
O
00
G)
u a
n3 OO rH
4-J
CO *rA
to t o .0^
O
CO C) p
o
0
o
•H OO
4J
P
0)
4J
P
O
;^ M p
I--! *r4
CO i:' r-<
P *ri
< .a ^
p
O G)
•H to
P P
•r4 CO
o o
G)
P
o
CO
P
O Q)
•H to
P P
to
CM
o
o
O OO
•H p
T^' P
CO «t-4
p -a
CM CM
CM
P
O »H
4-i CJ
•H O
P
00 d:;
o
o ^
G) P
p:; CO
CM
P
o
^ fO
o :j
a >
00 w
28
responses with these three contexts, however, rose over the
number with the opinion change context. This finding is a
possible indication, that there was more uncertainty about
the purpose v;hen the purpose was not given as opinion change.
Opinion Change
As described above, pretesting was carried out to in-
sure that the topics chosen for use in this study had two
positions, one desir^ible and one undesirable, which were at
equal discrepancies from what the subjects considered to be
true* Equal discrepancies are highly desirable if analyses
are to be done by pooling over the topic variable. Unfor-
tunately, opinions changed from the time of the pretest to
the time the experiment V7as run (about three months) so
that the discrepancies were no longer equal and tV70 posi-
tions were placed in the true half of the scale. The pre-
test subjects rated the positions as follows: cancer desir-
able, 6.26; cancer undesirable, 5.69; economy desirable,
5.55; economy undesirable, 6c 31. In contrast, the control
group rated the positions as follows: cancer desirable, 8.08;
cancer undesirable, 5.52; economy desireiible, 5.38; economy
undesirable, 8.56. The cancer desirable and economy undesir-
able positions v/ere rated significantly more true than the
other two positions in the control group (t=:2.94, df=83.
29
p{.01; and t=:3.61, df^Sl, p<(.001, respectively) • Because
of this divergence in initial opinions, the cancer undesir-
able and the economy desirable positions were more discrep-
ant from initial opinions than v;ere the other two positions.
The effect of this divergence will be seen repeatedly in
the statistical analyses.
Opinion change scores for each position were determined
by subtracting from each subject's opinion the appropriate
mean opinion of the control group subjects. Analyses of
variance were carried out with the five- factor design,
Context X Desirability x Topic Order x Anticipation Order
X Anticipation. Though the topic variable was not included
in this analysis because of the Latin square nature of its
relation with the anticipation variable, the effect of topic
may be seen in the three-way interaction, Topic Order x
Anticipation Order x Anticipation (See Table 2)
.
Opinion change, as this analysis shov7ed, was signifi-
cantly influenced by only two effects, both interactions
(See Table 3) • The Context x Anticipation Order interaction
(F-2.69, df^3/192, p<.05) was not predicted and indicates
that there was little consistency across anticipation orders
regarding which contexts showed the most opinion change
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(See table 4). The four-way interaction Desirability x
Topic Order X Anticipation Order x Anticipation was signi-
ficant (Fr66.45, dfrl/192, p<;:001), and can be interpreted
as an interaction between desirability and topic since the
topic effect appeared in the three way interaction Topic
Order x Anticipation Order x Anticipation. Simple effects
tests reveal that the effect of topic is significant at
both levels of desirability. Thus the interaction can be
viewed as indicating more opinion change with the economy
than the cancer topic vj-hen desirable positions V7ere announ-
ced (F=22.933 df-1/222, p<^.01), and. in contrast, more opin-
ion change with the cancer than the economy topic vjhen un-
desirable positions were announced (F=45,49, dfrl/222,
p <(,01) (See Table 5). This interaction of topic and desir-
ability parallels the differences in the discrepancies of
the positions mentioned earlier. More opinion change occurs
with the two more discrepant positions, cancer undesirable
and economy desirable, than with the two less discrepant
positions, cancer desirable and economy undesirable.
The main effects of desirability and of anticipation,
and the predicted interaction of desirability and anticipa-
tion were of borderline significance on opinion change
31
Table 2. Interaction of Topic Order,
Anticipation Order, and Anticipation
Revealing the Topic Variable
Anticipation
Topic
Order
Anticipation Anticipation No Anticipation
Order
Anticipation- Cancer
No Anticipation
Economy
Cane er-
Economy
No Anticipation- Econoniy
Anticipation
Cancer
Anticipation- Economy
No Anticipation
Cancer
Economy-
Cancer
No Anticipation
Anticipation
Cancer Economy
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Table 3. Analyses of Variance
of Opinion Change
Source of Vnrintion df MS F
Betv:?een Sub j ects
Context (A) 3 11.56 1.27
Desirability (B) 1 25.82 2.84*
Topic Order (C) 1 0.27 0,03
Anticxpation Oroer (D) 1 3.40 0,37
AB 3 13.93 1,53
AG 3 2.48 0.27
BC 1 11.25 lo24
AD 3 24.43 2 . 69**
BD 1 0.80 0.09
CD 1 1.63 0.18
ABC 3 1.05 0.12
ABD 3 8<,69 0.96
ACD 3 6.22 0.68
BCD 1 13.93 1.53
ABCD 3 4.70 0.52
Error (between) 192 9.08
V7i th In Sub i cc t s
Anticipatioxi (E) 1 20ol4 3.47*
AE 3 9.60 1.65
BE 1 18.48 3.18*
CE 1 5.36 0.92
DE 1 2.73 0.47
ABE 3 4.14 0.71
AGE 3 3.44 0.59
BCE 1 7.77 1 . 34
ADE 0.88 0.15
BDE 1 0.50 0 .09
CDE 1 11.28 1.94
ABCE 3 3ol0 0.53
ABDE 3 6o92 1.19
ACDS 3 2.78 0.48
BCDE 1 386 o 06 66.45**^
ABCDE 3 1.78 0.31
Error (v7ithin) 192 5.81
* p <^.01 ** p <<05 *** P <<001
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Table 4. Mean Opinion Changea
Anticipation Order
Context
Anticipation-
No Anticipation
No Anticipation-
Anticipation
Opinion Change 1.74 1^49
Analytic Thinking
Ability 2.81 1 . 24
Recognition and
Recall 2.13 3.20
Speech
Evaluation 1.77 2.30
a Positive i-iunibers indicate opinion change in the direc-
tion of the position of the raessage. Negative numbers
indicate change av:ay from the position of the massage.
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(See Table 3). There was more opinion change with undesir-
able messages than with desirable ones (F::2.84, dfiil/192j
p<^.10). There was also more opinion change with anticipated
messages than with unanticipated messages (F=:3.37 5 df-1/192,
p<(.10)* The Desirability x Anticipation interaction was of
borderline significance in the overall analysis (F=:3,1S,
df=l/192, p^.lO), Simple effects tests revealed that there
was more opinion change v^ith anticipated than with unantici-
pated messages v/nen the position was undesirable (F==6,63,
df=l/222, p<.01) 5 but that there was no difference when the
position was desirable (F<l5 n.s.)« More V7ill be said
about the interaction of desirability and anticipation
when the analyses Vv^ith topics separated are described,
(See Table 5)
^pargte topic anr^lyses > For ease and clarification
in the presentation of the opinion change findings, analy-
ses carried out separately by topic will be reported.
These analyses consider only the desirability and antici-
pation variables and pool the data over 'the anticipation
order, topic order, and context variables. This procedure
is justifiable for the following reasons: (a) the two
order effects variables were significant only in so far as
they contributed to the four-way interaction interpretable
36
as the interaction of topic and desirability, which is re-
lated to the discrepancy effect (b) context had only Tninimal
effect on any of the dependent measures (i*e., only the
Context X Anticipation Order interaction was significant on
opinion change, and analyses of the other dependent measures
yielded only five significant effects involving context, all
unpredicted and quite inconsistent across the various meas-
ures) • -
Analysis of the cancer topic using the two-factor
design, Desirability x Anticipation, revealed a main effect
of desirability on opinion change such that more change
occurred with the undesirable position (F:=42.69, df=:l/110,
p<^.001). The predicted interaction of desirability and
anticipation, which hnd been non- significant in the overall
analysis, became significant with the cancer topic (F=4,59,
dfrl/110, p<(*05)* Siraple effects tests revealed that there
was more opinion chsnge V7ith anticipated than with unantic-
ipated messages when the position vjas undesirable (F-6.84,
df^l/222, p<:01), but that there was no difference v^hen the
position was desirable (F<^1, n.s.). (See Table 6)
Analysis of econorny also revealed a main effect of
desirability; however, it indicated more opinion change with
the undesirable position (F:rl5.38, df -1/110, p<.001).
37
Table 6. Mean Opinion Change
Anticipation
Desirability Topic Anticipation No Anticipation
Cancer 0.81 1.03
Desirable Economy 2.58 2.33
Combined 1.70 1,68
Cancer 3.91 2.60
Undesirable Economy 1.26 0.09
Combined 2.58 1.75
38
It should be noted that the desirability effects within
each topic parallel the Desirability x Topic Order x Antic-
ipation Order x Anticipation interaction in the overall
analysis: since the undesirable position was more persua-
sive with the cancer topic but the desirable position v;as
more effective with the economy topic, the overall analysis
yielded an interaction between desirability and topic.
Other Dependent Varir.bles
The results found among the other dependent variables
will be summarized since these measures were included only
to facilitate interpretation of opinion change* The other
dependent variables include the two measures of communica-
tor credibility ^informed" and "reliable"), the measure of
"importance" of the topic, and the responses measured by
content analysis ("nun^*ber of positive statements," "number
of negative statements" and "counterarguing") . These var-
iables were analyzed in the five-factor design, Context x
Desirability x Topic Order x Anticipation Order x Antici-
pation • The most striking aspect of these findings is the
repeated occurrence of the four-v^ay interaction, Desira-
bility x Topic Order x Anticipation Order x Anticipation
•
The interaction occurred on all of the measures: reliable
39
(F=5.93, df=l/192, p<.05), informed (F=7.60, df=l/192,
p<.01), importance F=5.29, df=1/192, p<.05, number of pos-
itive statements (F=13.18, df=1/192, p<:.001), number of
negative statements (F=3.87, df=1/192-, p<,10), and iiumber
of counterarguments (F=22.50, df=l/192, p<.001). (See
Tables 7 and 8)
Again, the four-way interaction can be seen as an
interaction betx7een topic and desirability. Simple effects
tests revealed that v/ith the cancer undesirable position,
as compared with the economy undesirable position, the
communicator v^as rated more reliable (F=:7.40, df=l/222,
p<.01), there vjere fewer negative statements (F=10.00,
df=l/222, p<.01), more counterarguments (F=14.49, df=l/222,
p<C.Cl), and differences on informed, importance, and posi-
tive statements were not significant. Simple effects tests
also reveal that with the cancer desirable position, as
comprrred vjith the economy desirable position, the communi-
cator was rated as more reliable (F=38.25, df=l/222, p<.001)
and better informed (F=26.42, df=1/222, p<.001), the topic
was rated as more important (F=:18.39, df=l/222, p<;.001),
there were more positive statements (F-14.13, df -1/222,
p<;.01) and fewer counterarguments (F=8.48, df =1/222, p<.01).
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These effects may be due to differences in the discrepancy
of the positions o (See Discussion below)
The other effects that were significant on these de-
pendent variables are, for the most part, interactions in-
- volving the variables that compose the four-way interaction.
Desirability x Topic Order x Anticipation Order x Antici-
pation. For Example, the Topic Order x Anticipation Order
X Anticipation interaction, which can be interpreted as
the main effect of topic, occurred on the folloxving depen-
dent measures: reliable (F-39.73, df^l/192, p<.001),
informed, (Frig, 85, df^l/192, p<.001), importance (Fr:14.18,
df~l/192, p<.001), number of positive statements (F^2.87,
df=^l/192, p<<10), and ntomber of negative statements (F-6.19
dfr 1/192, p<^05)o Thus, on the v^hole, v/ith the cancer
topic, the topic was rated as more important, the communi-
cator was rated as more reliable and better informed, and
there were more positive statements and fewer negative
statements. Of course, as the interaction between desira-
bility and topic reported above demonstrates, differences
favoring the cancer topic were stronger for the desirable
positions
.
Several effects relevant to the hypotheses of the
43
present experitnent were of borderline significance
• The
Desirability x Anticipation interaction affected the number
of positive statements (F=3,30, df^l/192, p<:iO)e Siinple
effects tests showed that there x>7ere more positive state-
ments with no anticipation than with anticipation for desir-
able positions (F=5.74, dfr 1/222, p<05), but that the
effect of anticipation was nonsignificant for undesirable
positions (F<1, n.s.)- (See Table 9)
Two main effects were of borderline significance in
the overall analysis, but reached acceptable levels of
significance when the topics were analyzed separately. The
effect on anticipation of the number of negative statements
was of borderline significance in the overall analysis
(F=3*87, df-1/192, p<J10), but was significant in the
cancer topic (F-4.03, df-1/110, p<:05)o More negative
statements were produced with no anticipation than with
anticipation. The effect of desirability on ratings of
informed was also of borderline significance in the overall
analysis (F^3.55, df:^l/192, p<:iO), but also reached sig-
nificance in the analysis of the cancer topic (F-7.68,
df=l/110, p<01) •
Since analyses of these dependent variables with the
Table 9, Number of Positive Statements
Anticipation
Desirability Topic Anticipation No Anticipation
Csncer 1.33 1,33
Desirable Economy 0.70 1.20
Overall 1.02 1.27
Cancer 0.07 0,09
Undesirable Economy 0.25 0.20
Overall 0.16 0.14
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topics separated yielded no new information beyond the
effects already reported, these analyses will not be rep- -
orted in any greater detail.
Analyses o f self- esteem
Subjects were divided into groups representing high
(n^93), medium (n=:100) , and low (n-101) levels of self-
esteem. Subjects scoring above 69 were considered high in
self-esteem, those below 60 as low in self-esteem, and those
between 59 and 70 as medium in self-esteem.
The correlations between opinion and self-esteem were
computed for the control group subjects in order to deter-
mine whether or not initial opinions on these issues were
related to self esteem level. Significant correlations
would be a problem because, due to the after-only design of
the study, control group means were used as base lines in
determining amount of opinion change. The correlations
between self-esteem level and initial opinion were as fol-
lows: cancer desirable, r=r.48 (df:^34, p<.Ol); cancer un-
desirable, r=-.09 (df:^32, nonsignificant); economy desir-
able, r-.l4 (df=34, nonsignificant); economy undesirable,
r=-.28 (df^32, nonsignificant). In order to control in
part for these correlations, opinion change scores adjust-
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ed for self-esteem level were created in the follov/ing
vjay: the me^-in initial opinions for each position were de-
termined for subjects of each of the three levels of self-
esteem in the control group. Then the difference between
each experimental subject's response and the appropriate
mean was determined.
The correlation of self-esteem with initial positions
makes interpretation of any effect of self-esteem unclear
since any effect on opinion chonge might be due to the
differing initial positions of subjects of the different
self-esteem levels. Nevertheless, some analyses were car-
ried out. VThen topics were analyzed separately in a three-
factor design. Desirability x Aiiticipation x Self-esteem
Level, self-esteem produced significant main effects on
opinion change for both cancer (Fr7.90, df:=2/212, p<.001)
and economy (F:r9.51, df^2/212, p<;.001). Hoxcever, these
main effects were in opposite directions across self-esteem
levels. For the cancer topic there was most opinion change
among people of low self-esteem, while for the economy
topic there v/as most opinion change among people of high
self-esteem. Since the differences in the initial opinions
were somewhat parallel to the opinion change findings, they
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may be due to differences in initial opinions of the var-
ious self-esteem level groups and not to differences in
acceptance of the positions. The only other effect of self-
esteem was a three factor interaction involving self-esteem
level, desirability, and anticipation for the cancer topic
on communicator credibility ratings of reliability (F:^3,26,
df=2/212, p<»05). The meaning of this interaction is
unclear. (See Table 10)
Analysis of Sex
The effects of sex were analyzed separately by top5.c
in a four-factor design. Sex x Desirability x Anticipation
X Self-esteem Level. Although several main effects and
interactions involving sex were significant, there was no
consistency of these effects across topics. Since the sex
effects that were found depended on topic they v^ill not be
reported.
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DISCUSSION
One major set of hypotheses of the study dealt with
the relationship between desirability of the position of a
communication J anticipat j.on of reception of the coinmuni-
cati^on, and the context of the communication, and the effects
these variables have on opinion change following a fore-
warning. Past research (Cooper and Jones, 1970) has inves-
tigated anticipation and context and has suggested a self-
esteem hypothesis involving protecting oneself from appear-
ing to be persuasible. The present study suggested a dif-
ferent self-esteem hypothesis in which people try to pre-
serve their self-esteem by avoiding adopting a more pessi-
mistic view of the v7orld.
The purpose of the context variable was to create a
difference in the degree to which self-esteem preserving
considerations are salient, x^ith higher salience occurring
in the opinion change context. Past research (Cooper and
Jones, 1970) has found more opinion change in the opinion
change context when communications are anticipated than
when they are not anticipated, but no such difference in
a recognition and recall context. The self-esteem hypothe-
sis suggested here would also predict increased opinion
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change in the opinion change context v^?hen communications
are anticipated, but only when the position of the communi-
cation is undesirable. Different reasons are hypothesized
for the effect in the present study. Hov^ever, no evidence
was found which either replicated the Cooper and Jones
(1970) findings v^ith context, or which supported present
predictions of the effect of contexts Probably, the mani-
pulation of the context variable was ineffective, as the
manipulation check indicated. The effectiveness of the
present manipulation cannot, though, be adequatel}^ compared
to that of the Cooper and Jones study since past research
failed to include a manipulation check of the context var-
iable. However, since in the present study the two levels
of context. Opinion Change and Pvccognition and Recall,
replicated the Cooper and Jones study almost exactly, the
present finding of little effect of context throws some
doubt on past findings concerning context. The manipula-
tion check did show that, regardless of condition, opinion
change' as a purpose of study was salient. Thus, it seems
likely that an opinion change context tended to be created
regardless of condition. Because an opinion change context
appears to have been created, and it is in that context
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that the effect of anticipation was apparent in past re-
search, the effect of anticipation and the joint effect of
anticipation and desirability are still of major interest
in the present data.
The effects of desirability, especially in interaction
with anticipation, are very iiinportant in testing the self-
esteem hypothesis suggested here in which people try to
protect themselves from less favorable outlooks on the
world. The self-esteem hypothesis that stresses persuasi-
bility would predict no differences with desirability.
Hov7ever, our hypothesis holds that when a communication is
anticipated, people xsfill not want to admit to themselves
being convinced of a less favorable position, and so when
the position is undesirable v^ill change their opinions fol-
lowing a warning* On the other hand, if a person antici-
pates receiving a communication with a desirable position, he
would be glad to be convinced of the more desirable posi-
tion, does not need to protect his self-esteem from such
persuasion, and so would not change his opinion before
reception of the message. If the message is not antici-
pated, the reverse effects of desirability are predicted.
Specifically, if a communication with a desirable position
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is not anticipated, a person would be free to "wishful
think," to accept the position since there is no possibility
of receiving a message which niight not support it. If a
communication with on undesirable position is not antici-
pated, there would be no reason to accept the opinion.
The results shov7ed that the interaction of desirability
and anticipation \-7as of only borderline significance in the
overall analysis. There was more opinion change when un-
desirable positions were anticipated than when they were
not. This finding replicated the findings of Cooper and
Jones (1970) . There vras no difference in amount of opinion
change when the position was desirable. When the two topics
wrere analy^iied separately, the interaction of desirability
and anticipation reached significance on the cancer topic.
The interaction again revealed increased opinion change
when the undesirable position was anticipated as compared
with V7hen it was not anticipated, and no difference in the
amount of opinion change with desirable positions. This
finding is pcralleled by the effects on the number of posi-
tive statements. VJhen the position was desirable, there
were more positive statements with communications that were
not anticipated than with communications that were antici-
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pated. In comparison, when the message was undesirable,
there XA/ere insignificantly more positive statements when
messages were anticipated than when they were not. In both
cases, more positive statements were produced when more
opinion change had been predicted. The findings with pos-
itive statements give some evidence for the cognitive
mediation of opinion change. The ^'wishful thinking" hypoth-
esis receives some support in the finding of more positive
statements when desirable positions are not anticipated than
when they are. Through the production of more positive
statements subjects were bolstering the desirable position
and providing themselves with reasons to accept it, possibly
because there would be no communication to persuade them
of it. Opinion change, however, was not found to differ
between anticipation and no anticipation conditions when
messages were desirable. A possible reason for the sig-
nificant difference vjith positive statements and not with
opinion change will be discussed. The number of positive
statements may reflect more directly than opinion change
"vjishful thinking" processes. The measure of opinion
change may be affected by both "wishful thinking" consider-
ations (v7hich would cause increased opinion change when
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desirable messages are not anticipated) and by persuasi-
bility considerations (which would cause increased opinion
change when desirable messages are anticipated). Thus no
differences in opinion change would be evident with desir-
able positions if both factors, "wishful thinking" and per-
suasibility are important • The number of positive state-
ments does not differ significantly by anticipation V7hen
messages are undesirable. This finding is to be expected,
of course, because very few positive statements are i-nade to
undesirable positions overall.
The findings involving the interaction of desirability
and anticipation throw some doubt on the previous self-
esteem h^'^pothesis which emphasised resistance to persuasi-
bility. When messages were anticipated there was a differ-
ence betv/een the amount of opinion change with desirable
and undesirable positions, whereas the persuasibility self-
esteem hypothesis would have predicted no difference. How-
ever, the findings do not completely support the self-
esteem hypothesis presented here xdiich emphasizes quality
of world view. The aspect of the hypothesis which was
not
supported by the findings was the idea than when
reception
of desirable messages is not anticipated a person
will be
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able to "wishful think" and therefore to accept the pos-
ition even raore than he would if he anticipated the message.
The conclusion that the "wishful thinking" hypothesis
is not valid is not certain however. A weak manipulation of
the anticipation variable rnay be responsible for the lack
of effect of that variable with desirable messages Sub-
jects reported in casual conversation vjxth the experimenter
that they had not believed the reason given for not hearing
one of the tapes (that it had been dan^aged in shipment).
Unfortunately no manipulation check was done to determine
the extent of suspicion regarding the manipulation of anti-
cipation. A possible manipulation check which was considered
and rejected was to simply ask subjects if they believed
they really would hear one tape and not the other. A fur-
ther indication of an inadequate manipulation of anticipation
is found in a comparison with the Cooper and Jones study
(1970) . In the Cooper and Jones study there vjas a larger
difference in amount of opinion change betv/een the antici-
pation and the no anticipation conditions than there was
in the undesirable condition of the present study.
One of the major problems in the study was that two
positions, cancer desirable and economy undesirable, were
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rated more true and so V7ere less discrepant than the other
two positions* Because the two positions of greater dis-
crepancy, cancer undesirable and economy desirable, were of
different desirabilities, the effect of desirability on
opinion change was reversed for the two topics. Greater
opinion change was found v/ith the more discrepant positions.
This finding is consistent with past research on discrepan-
cy size (e.g., Bochner and Insko, 1965), which has found
that opinion change increases as the discrepancy of the
advocated position increases, and that even with extremely
discrepant positions a decrease in amount of change is dif-
ficult to obtain.
The difference in discrepancy had a similar impact on
most of the other dependent variables: more counterargu-
ments were found v;ith the cancer undesirr^ble and economy
desirable positions than with the other two positions, in
other words, with the more discrepant positions. Subjects
also rated the more discrepant messages as relatively less
important, the communicators as less reliable and less well
informed, and fewer positive statements v/ere produced.
However, because significant main effects occurred on
these dependent variables such that subjects reacted more
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positively with the cancer topic and, for the positive and
the negative statements variables reacted more positively
with desirable positions as well^ the interactions did not
exhibit the cross-over pattern found on counterarguing.
Past research (Bochner and Insko, 1966) has also found that
although absolute amount of opinion change increases with
increased discrepancy of messages, the evaluation of the
communicator becomes less favorable
•
While one set of predictions revolved around the inter-
action of desirability, anticipation, and context, a second
set of predictions revolved around the effects chronic
level of self-esteem has on opinion change follovjing a fore-
warning. It had been hypothesized that people of higher
self-esteem would be more adept at preserving their self-
esteem than would people of lov^er self esteem. Thus the
predictions made for the effects of desirability, antici-
pation, and context should hold to a greater degree for
people of high self esteem than for people of low self
esteem. The effects of self-esteem that were obtained are
inconsistent and possibly artifactual resulting from the
correlation of self-esteem and initial opinion. The results
are inconclusive and should not be interpreted as meaning
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that self-esteeim plays no role in opinion change. Self-
esteem may have its effect in interaction vjith another
variable, and in the present study .the other independent
variables were to some extent ineffective.
The risk that findings involving predispositional self-
esteem would be difficult to interpret was, of course,
inherent in the design of the study. Because only one
measure of opinion was taken, after the manipulations had
been introduced, the possibility that self-esteem might
correlate V7ith initial opinion could not be adequately con-
trolled. If a before-after design could have been run,
each subject could have acted as his ovm control in deter-
mining the amount of his opinion change. The best control
that could be, and was, used in an after-only design such
as the present one, is a control group to determine what
subjects' initial opinions were likely to be. Even though
this control is not completely adequate it is felt that the
study has value even without the self esteem variable.
The present study throws into question the self-esteem
hypothesis which emphasizes protection from persuasibility.
However, the alternative hypothesis suggested here is not
confirmed, due possibly to an unsuccessful manipulation
of
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the anticipation variable. For an adequate test of the
hypotheses the manipulation of independent variables must
be more effective. Hypotheses relating to predispositional
self-esteem likewise covald not be adequately tested since
self-esteem was correlated with initial position.
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Appendix A
Self Esteem (SE) and
Need for Social Approval (NA) Scales
63
Initials
Instructions
:
This is a study of some of your attitudes o Of course, there
is no right ansx^jcr for any statement* The best ansv7er is
\diat you feel is true of yourself. Be sure to ansx^er all
the items even if you are not certain of which is the best
ansv;er •
(NA) 1, How often are you a good listener no matter who
you're talking to?
^
Very often
Fairly often
Sometimes
Once in a great while
Practically never
(NA) 2. Hov7 careful are you about your manner of dress?
Very careful
Fairly careful
Somewhat careful
Not very careful
Not at all careful
(SE) 3, How confident do you feel that some day the people
you know will look up to you and respect you?
Very confident
Fairly confident
A bit confident
Not very confident
Not at all confident
(N.\> 4. How often do you feel like rebelling against
people
in authority even though you know they are rxght.^
Very often
" Fairly often
Sometimes
" Once in a great vjhile
' Practically never
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(SE) 5. Hov7 often do you have the feeling that there is
no thing you can do well?
^
Very often
Fairly often
Sometitnes
Once in a great while
Practically never
(SE) 6. How often do you have the feeling that you can do
everything well?
Very often
Fairly often
_____
Sometimes
Once in a great while
^
Practically never
(SE) 7. Do you ever feel so discouraged with yourself
that you V7onder whether anything is worthvmile?
Very often
.
Fairly often
_____
Soinetirnes
Once in a great while
____
Practically never
(KA) 8. Hov; willing are you to admit it V7hen you make a
mistake?
Very vjllling
Fairly willing
Somev7hat v;illing
Not very v;illing
Not at all x>7illing
(SE) 9, How often do you feel self-conscious?
Very often
~" Fairly often
Sometimes
~
Once in a great V7hile
Practically never
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(SE) 10
«
How often do you feel that you are a successful
person?
Very often
Fnirly often
^
Sometimes
Once in a great while
.
Practically never
(NA) 11* How often do you feel that you are punished with-
out cause?
^
Very often
Fairly often
Sometimes
Once in a grert while
Practically never
(KA) 12 c How often do you really insist on having things
your ovm way?
Very often
Fairly often
^ ^
^
S Oiiie t iine s
_____
Once in a great while
Practically never
(SE) 13. Kov7 often do you feel inferior to most of the peo-
ple you know?
_ _
Very often
Fairly often
Sometimes
____
Once in a great while
Practically never
(SE) 14. Hov7 comfortable are you V7hen starting a conversa-
tion with people vjhora you don^t know?
Very comfortable
Fairly comfortable
'""^
Slightly comfortable
Not very comfortable
Not at all comfortable
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.
Very often
Fairly often
Sometimes
Once in a great while
_____
Practically never
(NA) 16. How often have you eiven un r^n-fr,^
raiio^ I
gJ-ve p doing something be-c use you thoupht ton lit-i-T^ ^-c '-^"fou ^au c o iittle of your own ability?
Very often
.
Fairly often
-. Sometimes
Once in a great while
-
Practically never
(NA) 17. Howmlling would you be to get into a movie
without paying for it if you were sure you would
not be seen?
.
Very willing
Fairly willing
Somewhat willing
_„ Not very willing
Not at all v^^illing
(NA) 18. How often do you gossip?
Very often
Fairly often
Sometimes
Once in a great V7hile
Practically never
(NA) 19 • How often do you go out of your way to help some-
one in trouble?
Very often
Fairly often
Sometimes
Once in a great while
Practically never
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(SE) 20. How often do you feel that you have handled
self well at a social gathering?
Very often
Fairly often
_____
Sometimes
_____
Once in a great v^hile
_____
Practically never
(NA) 21. How good are your table manners at home?
Very good
Fairly good
____
Somewhat good
Not very good
_____
Not at all good
(SE) 22. In general, how confident do you feel about your
abilities?
Very confident
Fairly confident
A bit confident
Not very confident
Not at all confident
(SE) 23. VJlien you have to talk in front of a class or a
group of people your ovm age, how afraid or wor-
ried do you usually feel?
^ ^
Very afraid or V7orried
Fairl)^ afraid or worried
Slightly afraid or worried
____
Not very afraid or v7orried
Not at all afraid or v;orried
(NA) 24. Hov7 often do you try to practice what you preach?
Very often
Fairly often
Sometimes
Once in a great while
Practically never
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(NA) 25. Hov7 often do you become irritated by people who
ask favors of you?
Very often
Foirl^^ often
Sometimes
Once in a great while
Practically never
(NA) 26. Ho\7 difficult do you find it to get along v/ith
loud niouthed obnoxious people?
_____Very difficult
Fairly difficult
^
A bit difficult
_____
Not very difficult
Not at all difficult
(NA) 27 « How often do you feel quite jealous of the good
fortune of others?
Very often
Fairly often
Soinetiraes
Once in s great while
Practically never
(NA) 28 o How often do you deliberately^ say something
that hurts someone's feelings?
Very often
Fairly often
Sometimes
^ Once in a great v;hile
Practically never
(SE) 29, How often do you feel that you dislike yourself?
Very often
_
Fcirly^ often
Sometimes
Once in a great \vhile
Pr.-^c tic ally never
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(SE) 30. How often are you troubled with shyness?
____
Very often
Fairly often
Sometimes
Once in a great while
____
Practically never
(SE) 31 • Do you ever think that you are a worthless indi-
vidual?
Very often
Fairly often
____
Sometimes
_____
Once in a great while
Practically never
(NA) 32, How often are you irked v;hen people express ideas
very different from your own?
Very often
^
Fairly often
_____
Some time
s
Once in a great while
^ ^
Practically never
(KA) 33. Hov7 V7illing are you to admit it when you do not
knov7 something?
Very v^illing
Fairly willing
_____
Somewhat v^illing
Not very v/illing
Not at all willing
(KA) 34. How often are you courteous, even to people who
are disagreeable?
Very often
Fairly often
^ Soiietimes
Once in a great while
Practically never
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(SE) 35, ls4ien you speak in a class discussion, how sure of
yourself do you feel?
Very sure of myself
Fairly sure of myself
A bit sure of myself
Not very sure of myself
Not at all sure of myself
(SE) 36 o V/lien you talk in front of a class or a group of
people of your ovm age, how pleased are you vzith
your performance?
Very pleased
Fairly pleased
Slightly pleased
Not very pleased
Not at all pleased
(SE) 37 • How sure of yourself do you feel v;hen among stran
gers?
Very sure of myself
Fairly sure of myself
"
A bit sure of myself
1'^^^ very sure of myself
Not at all sure of myself
(SE) 38. How much do you v/orry about how x^ell you get along
with other people?
Very much
'
Fairly much
Only slightly
Not very much
Not at all
(NA) 39. How often do you feel resentful when you don't
get
your own way?
Very often
Fairly often
Sometimes
Once in a great V7hile
Practically never
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(SE) 40
•
Hovj confident are you that your success in
future job or career is assured?
_____
Very confident
Fairly confident
A bit confident
Not very confident
Not at all confident
Appendix B
Experimental Materials and Dependent Measures including:
a) Study descriptions: four cover sheets
b) Tape descriptions
c) Pre
-
que s tionnair
e
d) Measures of acceptance and desirability
e) Measures of importance and communicator
credibility
f) Measures of counterarguing
g) Measure of insight
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Initials
Sex Male
Female
Opinion Chnnge Project
Initials^
Sex
_Jt1ale
Female
Initials
Sex__^ ^Male
Female
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Initials
Sex Male
Female
Proj ect on Speech Evaluation
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1. A cure for cancer: less than 2 years away." This is a
recording made by Dro John C. Cleveland of the Nation-
al Institute of Health, Bethesda, Maryland. Dr. Cleve-
land is a distinguished cancer researcher who is at
the forefront of cancer research in the United States.
His talk is a recording of the prepared portion of his
acclairaed report on progress in finding a cure for
cancer^which v:as given in front of the' House of Repre-
sentatives Special Coniinittee on Cancer Research. The
talk takes the stand that a cure for cancer will be
found within the next 2 years. Unfortunately this re-
cording has been damaged in shipment and cannot be used.
2a "Coming Economic Prosperity o This is a recording made
by Dr. John H. Bau:;ian. Dr. Bauman is a well known
authority on economics, and a member of the President's
Council of Economic Advisers and a foraer Professor of
Economics at Princeton University. This particular
talk is a recording of Dr. Eauman^s presentation over
the National Educational Television Network in January
of this year. At that time, the talk xv^as acclaimed as
an extremely insightful and interesting analysis of
current economic trends. The talk takes the position
that a period of unprecedented economic prosperity
for the U.S. economy will begin in the immediate future.
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1- A cure for cancer: less than 2 years away.'' This
a recording made by Dr. John C. Cleveland of the Nat-ional Institute of Health, Bethesda, Maryland. Dr
Cleveland is a distinguished cancer researcher who\s
at the forefront of cancer research in the United States.His talk IS a recording of the prepared portion of his
acclaiiTied report on progress in finding a cure for can-
cer ^v;hich V7as given in front of the House of Represen-
tatives Special Committee on Cancer Research. The talk
takes the stand thr.t a cure for cancer will be found
within the next 2 years.
2o "Coming Economic Prosperity.'* This is a recording made
by Dr. John M. Baurnan. Dr. Bauman is a well kno^^/n
authority on economics, and a member of the President's
council of Economic Advisers and a former Professor of
Economics at Princeton University. This particular
talk is a recording of Dr. Baumen's presentation over
the National Educational Television Netv7ork in January
of this year. At that time, the talk V7as acclaimed as
an extremely insightful and interesting analysis of
current economic trends. The talk takes the position
that a period of unprecedented economic prosperity for
the U.S. economy vjill begin in the immediate future.
Unfortunately this recording has been damaged in ship-
ment and cannot be used.
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Coming Economic Prosperity." This is a recording made
by Dr. John M. Bautnan. Dr. Bauman is a \-7ell knovm
authority on economics, and a member of the President's
council of Economic Advisers and a former Professor of
Economics at Princeton University. This particular
talk is a recording of Dr. Bauman's presentation over
the National Educational Television Network in January
of this year. At that time, the talk V7as acclaimed as
an extremely insightful and interesting analysis of
current economic trends. The talk takes the position
that a period of unprecedented economic prosperity for
the U.S. economy will begin in the immediate future.
Unfortunately this recording has been damaged in ship-
ment and cannot be used.
2. cure for cancer: less than 2 years ax-^ay.*' This is
a recording ir.ade by Dr. John Co Cleveland of the Nat-
ional Institute of Health, Bcthesda, Maryland. Dr.
Cleveland is a distinguished cancer researcher X'7ho is
at the forefront of cancer research in the United
States. His talk is a recording of the prepared por- -
tion of his acclaimed report on progress in finding a
cure for cancer v^hich v^as given in front of the House
of Representatives Special Conimittee on Cancer Research.
The talk takes the stand that a cure for cancer will be
found withj.n the next 2 years.
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"Coming Economic Prosperity.** This is a recording made
by Dr, John M, Bauman, Dr. Baumnn is a well known
authority on economics, and a member of the President's
council of Economic Advisers and a former Professor of
Economics at Princeton University. This particular
talk is a recording of Dr. Bauman's presentation over
the National Educational Television Netvjork in January
of this year. At that time, the talk V7as acclaimed
as an extremely insightful and interesting analysis
of current economic trends. The talk takes the posit-
ion that a period of unprecedented economic prosperity
for the U.Se economy will begin in the immediate future.
'A cure for cancer: less than 2 years away.*^ This is
a recording made by Dr. John C. Cleveland of the Nat-
ional Institute of Health, Bethesda, Maryland. Dr.^
Cleveland is a distinguished cancer researcher who is
at the forefront of cancer research in the United
States. His talk is a recording of the prepared por-
tion of his acclaimed report on progress in finding
a cure for cancer which was given in front of the
House of Representatives Special Committee on Cancer
Research. The talk takes the stand that a cure for
cancer will be found within the next 2 years. Unfor-
tunately this recording has been damaged in shipment
and cannot be used.
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The Coming Economic Depression." This is a recording
made by Dr. John M, Bauraan. Dr. Bauman is a well known
authority on economics, and a member of the President's
Council of Economic Advisers, and a former Professor
of Economics at Princeton University. This particular
talk is a recording of Dr. Bauman 's presentation over the
National Educational Television Network in January of
this year. At that time, the talk was acclaimed as an
extremely insightful and interesting analysis of current
economic trends. The talk takes the position that a
serious economic depression will affect the U.S. economy
in the near future. Unfortunately this recording has
been damaged in shipment and cannot be used.
2. "A cure for cancer: at least 25 years away." This is
a recording made by Dr. John C. Cleveland of the Nat-
ional Institute of Health, Bethesda, Maryland. Dr.
Cleveland is a distinguished cancer researcher v;ho is
at the forefront of cancer research in the United
States. His talk is a recording of the prepared portion
of his acclaimed report on progress in finding a cure
for cancer which v/as givei-i in front of the House of
Representatives Special Committee on Cancer Research.
The talk takes the stand that a cure for cancer will
not be found for at least 25 years.
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The Comxng Economic Depression." This is a recording
made by Dr. John M. Bauman. Dr. Baiiman is a well known
authority on economics, and a member of the President's
Council of Economic Advisers, and a former Professor of
Economics at Princeton University^ This particular
talk is a recording of Dr. Bauman 's presentation over
the National Educational Television Network in January
of this year. At that time, the talk was acclaimed
as an extremely insightful and interesting analysis of
current economic trends. The talk takes the position
that a serious economic depression will affect the
U.S. economy in the near future.
2. "A cure for cancer: atleast 25 years away» This is a
recording m.ade by Dr. John C. Cleveland of the National
Institute of Health, Bethesda, Maryland. Dr. Cleveland
is a distinguished cancer researcher v7ho is at the
forefront of cancer research in the United States. His
talk is a recording of the prepared portion of his
acclaimed report on progress in finding a cure for can-
cer which was given in front of the House of Represent-
atives vSpecial Comm.ittee on Cancer Research. The talk
takes the stand that a cure for cancer will not be
found for at least 25 years* Unfortunately this rec-
ording has been damaged in. shipment and cannot be usedo
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A cure for cancer: at least 25 years away/' This is a
recording made by Dr. John Go Cleveland of the National
Institute of Health, Bethesda, Maryland. Dro Cleveland
is a distinguished cancer researcher v/no is at the fore-
front^ of cancer research in the United States. His
talk is a recording of the prepared portion os his acc-
laimed report on progress in finding a cure for cancer
V7hich T-^as given in front of the House of Representatives
Special Ccr.Tniittee on Cancer Research. The talk takes
the stand that a cure for cancer v^ill not be found for
at least 25 years. Unfortunately this recording has
been damaged in shipment and cannot be used.
'^The Coming Economic Depressions^' This is a recording
made by Dr. John M. Bauman. Dr. Bauman is a x\^ell knoxm
authority on economics, and a member of the President's
Council of Economic Advisers, and a former Professor
of Economics at Princeton Universityo This particular
talk is a recording of Dr. Bauman' s presentation over
the National Educational Television Network in January
of this year. At that time, the talk V7as acclaimed
as an extremely insightful and interesting analysis
of current economic trends. The talk takes the posit-
ion that a serious economic depression will affect the
U.S. economy in the near future.
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"A cure for cancer: at least 25 years ax^zay." This is
a recording made by Dr. John C. Cleveland of the Nat
ional Institute of Health, Bethesda, Maryland. Dr
Cleveland is a distinguished cancer researcher who is
at the forefront of cancer research in the United
States. His talk is a recording of the prepared por-
tion of his acclaimed report on progress in finding a
cure for cancer which was given in front of the House
of Representatives Special Committee on Cancer Research.
The talk takes the stand that a cure for cancer will
not be found for at least 25 years.
"The Coming Economic Depression." This is a recording ,
tnade by Dr. John M. Bauman. Dr. Bauman is a well known
authority on economics, and a member of the President's
Council of Economic Advisers, and a former Professor
of Ecoiiomics at Princeton University. This particular
talk is a recording of Dr. Bauman 's presentation over
the National Educational Television NetV7ork in January
of this year. At that time, the talk was acclaimed as
an extremely insightful and interesting analysis of
current economic trends. The talk takes the position
that a serious economic depression will affect the
U.S. economy in the near future. Unfortunately this
recording has been damaged in shipment and cannot be
used.
PRE-QUESTIOMAIRE
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1, Indicate on the scale how true or false the following
statement is:
•'A serious economic depression will affect the U.S.
economy in the immediate future."
12 3
Definitely
False
4 5 6
Probably
False
7 8 9
Uncertain
10 11 12
Probably
True
13 14 15
Definitely
True
2. Indicate on the scale how desirable or undesirable the
following occurrence would be if it happened:
'^A serious economic depression will affect the U.S.
economy in the immediate future."
4 5 6
Definitely Probably
Desirable Desirable
7 8 9 10 11 12 13 14 15
Uncertain Probably Definitely
Undesirable Undesirable
3. Indicate on the scale hov7 true or false the following
statement is:
ffA cure for cancer will not be found for at least 25
years."
12 3
Definitely Probably
False False
7 8 9
Uncertain
10 11 12
Probably
True
13 14 15
Definitely
True
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4. Indicate on the scale how desirable or undesirable the
following occurrence would be if it happened:
"A cure for cancer v^ill not be found for at least 25
years
12 3
Definitely
Desirable
4 5 6
Probably
Desirable
7 8 9 10 11 12 13 14 15
Uncertain Probably Definitely
Undesirable Undesirable
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1. Indicate on the scale how true or false the following
statement is:
''A cure for cancer will be found v?ithin the next
2 years,"
12 3
Definitely
False
4 5 6
Probably
False
7 8 9
Uncertain
10 11 12
Probably
True
.3 14 15
Definitely
True
2. Indicate on the scale how desirable or undesirable the
follovjing occurrence V70uld be if it happened:
^^A cure for cancer V7ill be found within the next 2
nyear
1 2 3 I 4 5 6 1 8 9 10 11 12 13 14 15
Definitely Probably Uncertain Probably Definitely
Desirable Desirable Undesirable Undesirable
3, Indicate on the scale how true or false the following
statement is:
"A period of unprecedented economic prosperity for the
U.S. economy V7ill begin in the immediate future."
12 3
Definitely
False
4 5 6
Probably
False
7 8 9
Uncertain
10 11 12
Probably
True
13 14 15
Definitely
True
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4o Indicate on the scale how desirable or undesirable the
following occurrence v;ould be if it happened: ~
"A period of unprecedented econoniic prosperity for the
U»S. economy vjill begin in the ixumediate future,"
i
< > *
_
1 2 3 4 5 7 9 10 11 12 13 14 *15
Definitely Probably Uncertain Probably Definitely
Desirable Desirable Undesirable Undesirable
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Answer the following questions V7ith reference to the issue
A CUPvE FOR CANCER WILL BE FOUND WITHIN THE NEXT 2 YEARS o
lo Indicate on the following scale how important this
issue is to you:
1 2 3 4 5 6
Very Moderately
Important Important
7 8 9 10 11 12 13 14 15
Average Moderately Very
Unimportant Unimportant
How reliable do you think the person who will give this
talk is?
1 2
Very
Reliable
4 5 6
Moderately
Reliable
7 8 9 10 11 12
Average Moderately
Unreliable
13 14 15
Very
Unreliable
3, How well informed do you think the person who will give
this talk is?
1 2 3 4 5 6
Very well Moderately
informed V7ell
informed
7 8 9 10 11 12
Average Moderately
poorly
informed
13 14 15
Very
poorly
informed
4, How biased do you think the person who will give this
talk is?
1 2
Very
Biased
4 5 6
Moderately
Biased
7 8 9 10 11 12
Average Moderately
Unbiased
13 14 15
Very
Unbiased
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Answer the following questions with reference to the issue:
A CURE FOR CANCER WILL NOT BE FOUt^D FOR AT LEAST 25 YEi\RS.
1. Indicate on the following scale how important this
issue is to you:
1 2 3 4 5 6
Very Moderately
Important Important
8 10 11 12 13 14 15
Average Moderately Very
Unimportant Unimportant
2. How reliable do you think the person who will give this
talk is?
1 2 3 4 5 6
Very Moderately
Reliable Reliable
7 8 9
Average
10 11 12 13 14 15
Moderately Ver
y
Unreliable Unreliable
3. Kov7 well informed do you think the person who V7ill give
this talk is?
1 2 3 4 5 6
Very well Moderately
informed well
informed
7 8 9 10 11 12
Average Moderately
poorly
informed
13 14 15
Very
poorly
inforaied
4. How biased do you think the person v7ho xvill give this
talk is?
1 2
Very
Biased
4 5 6
Moderately
Biased
7 8 9 10 11 12
Average Moderately
Unbiased
13 14
Very
Unbiased
15
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Answer the follov7ing questions with reference to the issue:
A PERIOD OF UNPRECEDENTED ECONOMIC PROSPERITY FOR THE U.S.
EGONOI^iY WILL BEGIN IN THE Bfi'ISDIATE FUTUE.E.
1. Indicate on the following scale how important this
issue is to you:
4 8 10 11 12 13 14 1512 3
Very Moderately Average Moderately Very
Important Important Unimportant Unin^portant
2. Ho\r reliable do you think the person who will give this
talk is?
1 2 3 4 5 6
Very Moderately
Reliable Reliable
7 Q 9 10 11 12
Average Moderately
Unreliable
13 14 15
Very
Unreliable
3e HowwbII informed do you think the person who will give
this talk is?
1 2 3 4 5 6
Very well Moderately
informed well
informed
7 8 9 10 11 12
Average Moderately
poorly
informed
13 14 15
Very
poorly
informed
4. How binsed do you think the person vjho will give this
talk is?
1 2
Very
Biased
3 4 5 6
Moderately
Biased
7 8 9
Average
10 11 12 13 14
Moderately Very
Unbiased Unbiased
15
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Answer the following questions with reference to the issue:
A SERIOUS ECONOMIC DEPRESSION WILL AFFECT THE U.S. ECONOMY
IN TME IMMEDIATE FUTURE.
1, Indicate on the following scale how important this
issue is to you:
1 2 3 14 5 6
Very Moderately
Important Important
10 11 12 13 14 157 8 9
Average Moderately Very
Unimportant Unimportant
2. How reliable do you think the person V7ho will give this
talk is?
1 2
Very
Reliable
4 5 6
Moderately
Reliable
8 9
Average
10 11 12
Moderately
Unreliable
13 14 15
Very
Unreliable
3. How V7ell informed do you think the person who will give
this talk is?
5 6 10 11 12 13 14 157 8 9
Very vjell Moderately Average Moderately Very
informed v^ell poorly poorly
informed informed informed
4. How biased do you think the person who will give this
talk is?'
1 2
Very
Biased
3 4 5 6
Moderately
Biased
/ 8 9 10 11 12 13 14 15
Average Modera tely Ver
y
Unbia sed Unbia sed
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A CURE FOR CANCER WILL BE FOUKT) WITHIN THE NEXT 2 YEARS.
ffli?.t are your first reactions to the topic of this talk ?
Though you should try to use complete sentences , state y^our*
thoughts and ideas as concisely as possible. Ignore spelling
grnnmiar, and punctuation I You will have three ininutes to
write your ideas. Please stop X'/riting iirrmediateiy and go
on to the next page when told to do so.
Idea:
Idea:
Idea:
Idea:
Idea:
Idea:
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A CURE FCR CANCER miA. NOT BE FOUND FOR AT LEAST 25 YEARS
Hifit are your £iyst_re£ctlons_to^ of this
J^lIM Though, you should try to use complete sentences,
state your thoughts and ideas as concisely as possible.
Ignore spelling, granmar, and punctuation! You will have
three roinutcs to write your ideas. Please stop siting
immediately and go on to the next page when told to do so.
Idea:
Idea
:
Idea:
Idea:
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A SERIOUS ECONOMIC DEPRESSION WILL AFFECT THE U*S. ECONOl^
IN THE IMMEDIATE FUTURE.
llhBt are your fj.rst reactions to the topic of this
talk? Though you should try to use complete sentences,
state your thoughts and ideas as concisely as possible.
Ignore spelling, grainmar, and punctuation 1 You will have
three minutes to xrrxte your ideas. Please stop I'Triting
itmnediately and go on to the next page when told to do so.
Idea:
Idea:
Idea:
Idea:
Idea:
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A PERIOD OF UNPRECEDENTED ECONOMC PROSPERITY FOR THE U.S.
ECONOI'IY WILL BEGIN IN THE BiMEDIATE FUTURE.
3!0"y first reactions to the topic of this
Ml^"? Though you should try to use complete sentences,
stCite your thoughts and ideas as concisely as possible.
Ignore spelling, grammar, and punctuation! You will have
^yge miiiutes to write your ideas. Please stop writing
iiTHnediately and go on to the next page when told to do so.
Idea
;
Idea:
Idea
:
Idea
Idea:
I^y do you think we are having you
listen to these tapes?
Appendix C
Control Group Measures
of
Acceptance and Desirabili
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!• Indicate on the scale how true or false the following
statement is:
*'A cure for cancer will be found within the next 2
years
•
12 3
Definitely
False
4 5 6
Probably
False
7 8 9
Uncertain
10 11 12
Probably
True
13 14 15
Definitely
True
2. Indicate on the scale how desirable or undesirable the
following occurrence V70uid be if it happened:
"A cure for cancer will be found within the next 2
years.''
12 3
Definitely
Desirable
4 5 6
Probably
Desirable
8 10 11 12 13 14 15
Uncertain Probably Definitely
Undesirable Undesirabl
3. Indicate on the scale how true or false the following
statement is:
"A period of unprecedented economic prosperity for
the U.S. economy will begin in the immediate future/'
1 2 3 4 5 6
Definitely Probably
False False
7 8 9
Uncertain
10 11 12
Probably
True
13 14 15
Definitely
True
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4. Indicate on the scale how desirable or undesirable the
follox^ing occurrence would be if it happened:
period of unprecedented economic prosperity for the
UaS. Gconoxay will begin in the immediate future,"
12 3
Definitely
Desirable
4 5 6
Probably
Desirable
7 8 9
Uncertain
10 11 12
Probably
Undesirable
13 14 15
Definitely?-
Undesirabl
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1. Indicate on the scale how true or false the follovjing
statement is:
''A cure for cancer will not be found for at least 25
years
10 11 12 113 14 15231456789
Definitely Probably Uncertain Probably Definitely
False False True True
2. Indicate on the scale how desirable or undesirable the
follov/ing occurrence would be if it happened:
"A cure for cancer will not be found for at least 25
years.
"
I
7 8 9 110 11 12 113 14 15 ,
Definitely Probably Uncertain Probably Definitely
Desirable Desirable Undesirable Undesirabl
3. Indicate on the scale how true or false the following
statement is:
**A serious economic depression will affect the U.S.
economy in the immediate future^"
12 3
Definitely
False
4 5 6
Probably
False
7 8 9
Uncertain
10 11 12
Probably
True
13 14 15
Definitely
True
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4. Indicate on the scale hov7 desirable or undesirable the
following occurrence would be if it happened:
serious economic depression will affect the U.S»
economy in the inunediate future."
12 3
Definitely
Desirable
4 5 6
Probably
Desirable
7 8 9 10 11 12 13 14 15
Uncertain Probably Definitely
Undesirable Undesirabl
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1. Indicate on the scale how true or false the following
statement is:
^'A period of unprecedented economic prosperity for the
U^S. economy will begin in the immediate future."
• • • •
• *12 3 4 5 6 10
Definitely
False
Probably
False
Uncertain Probably
True
13 14 15
Definitely
True
2. Indicate on the scale hox7 desirable or undesirable the
following occurrence would be if it happened:
"A period of unprecedented economic prosperity for the
U.S. economy will begin in the immediate future."
12 3
Definitely
Desirable
4 5 6
Probably
Desirable
7 8 9 10 11 12 13 14 15
Uncertain Probably Definitely
Undesirable Undesirable
3. Indicate on the scale how true or false the following
statement is:
"A cure for cancer will be found within the next 2
nyears
1 2 3 4 5 6
Definitely Probably
7 8 9
Uncertain
False False
10 11 12
Probably
True
13 14 15
Definitely
True
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4* Indicate on the scale how desirable or undesirable the
follox'^ing occurrence would be if it happened:
^'A cure for cancer will be found within the next 2
years."
12 3
Definitely
Desirable
4 5 6
Probably
Desirable
7 8 9 10 11 12 13 14 15
Uncertain Probably Definitely
Undesirable Undesirable
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1. Indicate on the scale how true or false the following
statement is:
"A serious economic depression will affect the U.S.
economy in the injnediate future.*'
12 3
Definitely
False
4 5 6
Probabl^^
False
7 8 9
Uncertain
10 11 12
Probably
True
13 14 15
Definitely
True
2a Indicate on the scale how desirable or undesirable the
following occurrence would be if it happened:
serious economic depression will affect the U.S
economy in the irainediate future.'*
Definitely
Desirable
4 5 6
Probably
Desirable
7 8 9
Uncertain
10 11 12
Probably
Undesirable
'i O 14 15
Definitely
Undesirable
3. Indicate on the scale how true or false the following
statemc-nt is:
"A cure for cancer will not be found for at least 25
years.
112 3
Definitely
False
4 5 6
Probably
False
7 8 9
Uncertain
10 11 12
Probably
True
13 14 15
Definitely
True
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4. Indicate on the scale how desirable or undesirable the
following occurrence would be if it happened:
^'A cure for cancer will not be found for at least 25
years
3
Definitely
Desirable
4 5 6
Probably
Desirable
7 8 9
Uncertain
10 11 12 13 14 15
Probably Definitely
Undesirable Undesirabl

